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livered by hand

Mr. William F. Caton

Acting Secretary

Federal Communications Commission
2000 M Street NW

Washington, D.C. 20006

Re: Applications of TelQuest Ventures, L.L.C. for authority to establish earth stations for
operation with Canadian DBS satellites, File Nos. 758-DSE-PL-96 and 759-DSE-L-96

Dear Mr. Caton:

I am writing in support of an application by TelQuest Ventures, L.L.C. to provide
satellite video programming services to small business competitors in the cable
marketplace. Allowing a company like TelQuest to enter the market benefits small
business owner like myself and follows the competitive mandate set out by the
Telecommunications Act of 1996.

Last summer, nearly 2,000 small business owners including myself met at the White
House to highlight the key issues for small businesses. One of our top priorities was
communications reforms that increased competition. Now that reform legislation has
passed, I am encouraged to see companies like TelQuest entering markets and providing
additional competition.

TelQuest’s entrance into the market is a double win for small businesses. First, I always
cheer when an entreprencurial venture challenges the dominance of larger companies.
TelQuest’s attempt to enter the market is a strong indication that the satellite TV
market isn’t for established names only.

7310 Norzk 16h Sereer © Suite 200 © Phoenix, Arizona 85020  (602) 943.1984 © Facsimile: (603) 9434669



Second, and equally important, TelQuest’s business model allows smaller, independent
service providers to thrive in a competitive environment without becoming an affiliate of
a larger cable company. Independent providers need access to digital, national
programming in order to match larger companies in channel capacity and price, without

> @

giving up their unique local programming.

Satellite television programming is a market with tremendous potential for small
business. Approving TelQuest’s application means more opportunities for small and
growing businesses in this critical field.

Sincerely,

Sandra A. Abalos
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Mr. William F. Caton

Acting Secretary FEDERAL COMMUNICATIONS COMMISSION
Federal Communications Commission QOFFICE OF SECRETARY

2000 M Street, NW
Washington, D.C. 20006
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Dear Mr. Caton:

Re: Applications of TelQuest Ventures, L.L.C. for authority to establish earth stations for
operation with Canadian DBS satellites, File Nos. 758-DSE-P/L-96 and 759-DSE-L-96

As a member of the White House Conference on Small Business, I helped define the goals and
priorities of America’s small businesses at last summer’s conference. One of the highest priorities
we set was increased competition in the communications industry.

The first major step toward meeting that priority was the passage of the Telecommunications Act of
1995, a piece of legislation the Conference strongly supported. The next step is seeing the intent of
the legislation through and giving more companies a chance to compete in the communications
industry.

I believe that TelQuest, as an entrepreneurial venture, will help level the playing field for smaller
service providers. This kind of competition is exactly what the Act was intended to promote and
precisely the sort of initiative the Conference hoped for when it endorsed passage of the legislation.

The entrance of companies like TelQuest into the video programming market will help ensure small
businesses are able to compete effectively. With TelQuest in the market, smaller companies will be -
able to offer the same services as the large cable companies and at competitive prices. Independent
cable companies will have access to affordable national programming without folding into one of
the large cable conglomerates.

Keeping small businesses competitive in the market has benefits for the consumer as well. More
competition means consumers have more choices, forcing prices down.

I support TelQuest’s application with the FCC and hope that more companies will follow

TelQuest’s lead in developing business models that allow for more participation by small
businesses.

Sincerely,

' ,«&MM

Lynne Behnfield
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Mr. William F. Caton FEDERAL COMMUNICATIONS COMMISSICH

Acting Secretary OFFICE OF SECRETARY

Federal Communications Commission
2000 M Street NW
Washington, DC 20006

Dear Mr. Caton:

Re: Applications of TelQuest Ventures, L.L.C. for authority to establish earth stations for operation with
Canadian DBS satellites, File Nos. 758-DSE-P/L-96 and 759-DSE-L-96

As a member of the White House Conference on Small Business, I belped define the goals and priorities
of America’s small businesses at last summer’s conference. One of the highest priorities we set was
increased competition in the communications industry.

The first major step toward meeting that priority was the passage of the Telecommunications Act of 1995,
a piece of legislation the Conference strongly supporied. The next step is seeing the intent of the
legislation through and giving more companies a chance to compete in the communications industry.

I believe that TelQuest, as an entrepreneurial venture, will help level the playing ficld for smaller service
providers. This kind of competition is exactly what the Act was intended to promote and precisely the sort
of initiative the Conference hoped for when it endorsed passage of the legislation.

The entrance of companies like TelQuest into the video programming market will help ensure small -
businesses are able to compete effectively. With TelQuest in the market, smaller companies will be able to
offer the same services as the large companies - and at competitive prices. Independent cable companies
will have access to affordable national programming without folding into one of the large cable
conglomerates. '

Keeping small businesses competitive in the market has beaefits for consumers as will. More competition
means consumers have more choices, forcing prices down.

1 support TelQuest's application with the FCC and hope that more companies will follow TelQuest's lead
in developing business models that allow for more participation by small businesses.

Sincerely,

Qm\sﬂw()\ﬁéf@ﬂ“’“”

Carolyn W. Stephens
President
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Dear Mr. Caton:

Ra: Applications of TelQuest Ventures, LL.C. for authority fo establish earth stations for
operation with Canadian DBS satellites, Fils Nos. 758-DSE-P/L-96 and 759-DSE-L-96

As 2 member of the White House Conference on Small Business, I helped define the
goals and priorities of America’s small businesses at last summer’s conference. One of
the highest priorities we set was increased competition in the communications industry,

The first major step toward mesting that priority was the passage of the
Telecommunications Act of 1995, a piece of legislation the Canference strongly
supported. The next step is seeing the intent of the legislation through and giving more
companies a chance to compete in the communications industry.

I believe that TelQuest, es an entrepreneurial venture, will help level the playing ficld for
smaller service providers. This kind of competition is exactly what the Act was intended
to promote and precisely the sort of initiative the Conference hoped for when it endorsed
passage of the legislation.

‘The entrance of companies like TelQuest ino the video programming market will help
ensure small businesses are able to compete effectively. \Vidx‘l‘elQucstmthcmnkct.
smallez companies will be eble to offer the same services as the large cable companies ~
and ar competitive prices. Independent cable companies will have access to affordable

nstiopal propramming without folding into one of the large cable conglomerates.
Keeping small businsgses competitive in the market has benefits for consumer as well.
More competition means consumers have mere cholees, forcing prices down,

~ Isupport TelQuest’s application with the FCC and hope that more companies will follow
TelQuest’s lead in developing business models that allow for more perticipation by small
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April 24, 1996

Mr. William F. Caton -
Acting Secretary A - \/E
Federal Communications Commission REC’D

2000 M Street, N.W, ‘ 6
Washingten, D.C. 20006 APR 2 &199

FEDERAL COMMU: RICATICHS CUMREE

RE: 758-DSE-P/1-96 and 759-DSE-L-96 QFFICE OF SECRETARY

Dear Mr. Caton:

I am writing to support an cpphmon filed by TelQuest Ventures, L.L C. for a license to
provide subscription television service.

The satellite television market is a critical cutting edge field. As the market matures and
changes in accordance with new {epislation and regulations, it is imperative that small
businesses have an opportunity to compete.

After examining TelQuest's business plan, I amn confident that its entrance into the market
will enhance small businesses opportunity to compete. A host of companies — from
existing and new wireline and wireless cable providers, to phooe companies and utilities -
- now have clearance to enter the subscription television market. TelQuest will give these
pew players & way 1o compete with the established industry leaders.

As 2 small business owner, | know the requirements for starting a business: reasonable
start-up costs, high-quality products and competitive pricing schedules. This is especially
true in a business as risky as satellite television. Partnering with a compeny that can
reduce the start-up costs and deliver quality programming a1 affordable prices is one of
the only wey local providers can grow and new providers can get started, TelQuestis one
such company.

High-tech industries move quickly and leave small windows of oppornmity. Iurge the
FCC to grant TelQuest's spplication and give small businesses an opportunity to
compete.

Respectfully submitted,

ﬁ J i Ié’ﬁoﬁﬁ/

Voice-Tel of Michigan ¢ 31033 Schoolcraft Road ¢ Livonia, Michigan 48150 ¢ 313/458-5110 e Fax:313/458-2835
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April 24, 1996 FEDERAL COMMUNICATIONS COMMISSION
OFFICE OF SECRETARY

Mr. William P. Caton | -

Acting Secretary
Federal Communications Comnussxon

2000 M Street, NW
Washington, D.C. 20006

Dear Mr. Caton:

RE:  Application of TelQuest Ventures, L.L.C. for authority to establish earth stations for
operation with Canadian DBS satellites, File Nos. 758-DSE-P/L-96 and 759-DSE-L-96

I am writing on behalf of TelQuest, an energetic, start-up telecommunications firm that typifies
the American entrepreneurial spirit. Unfortunately, this remarkable young company has run up
against a typical obstacle -- opposition from monolithic, long-established cable corporation and

future competitor.

TelQuest has applied to the FCC for an uplink license for its earth stations. That license will
enable TelQuest to provide competitive Direct Broadcast Satellite service and programming,
lowering the threshold for market entry by smaller, independent companies. The start-up costs to
these firms would be modest and in return they would receive a broad array of high quality
programming. In other words, TelQuest would let the little guys compete.

Which is why the big guys are opposing the TelQuest license so aggressively.

As a small business owner, I sympathize with the expensive David and Goliath battle TelQuest is
being forced to fight. This fight is unnecessary. TelQuest is a good company with a worthy
product that would benefit consumers as well as our economy. Depriving this company of a
license is of no benefit to anyone except the cable giants.

Most of the great communications inventions of our time were created in the garages and
workshops of bright, young entrepreneurs. T urge you to give TelQuest a fighting chance to join
those ranks by approving their application for license.

andfa Hernandez Adams
President
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Mr. William F. Caton

Acting Secretary

Federal Communications Commission
2000 M. Street, NW

‘Washington, D.C. 20006

April 26, 1996
Delivered by hand . ~
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CFFICE OF SEGREVARY

Re: Applications of TelQuest Ventures, L.L.C. for authority to establish earth stations for operation with
Canadian DBS satellites, File Nos. 758-DSE-P/L-96 and 759-DSE-L-96

Dear Mr. Caton:

I am writing in support of an application by TelQuest Ventures, L.L.C. to provide satellite video
programming services to small business competitors in the cable marketplace. Allowing a company like
TelQuest to enter the market benefits small business owners like myself and follows the competitive
mandate set out by the Telecommunications Act of 1996.

Last summer, nearly 2,000 small business owners, including myself, met at the White House to highlight
the key issues for small business. One of our top priorities was communication reforms that increased
competition. Now that reform legislation has passed, I am encouraged to see companies like TelQuest

enter markets and providing additional competition.

TelQuest's entrance into the market is a double win for small businesses. First, I always cheer when an
entreprencurial venture challenges the cominance of larger companies. TelQuest’s attempt to enter the
market is a strong indication that the satellite TV market isn’t for established names only.

Second, and equally important, TelQuest's business model allows smaller, independent service providers
to thrive in a competitive environment without becoming an affiliate of a larger cable company.
Independent providers need access to digital, nationa! programming in order to match larger companies in
channel capacity and price, without giving up their unique loca! programming.

Satellite television programming is a market with tremendous potential for small business. Approving
TelQuest’s application means more opportunities for small and growing businesses in this critical field.

Dlls

Very truly yours,

/ZUCOOLQ_\L%—/_

Deirdre 1. Jersey
Principal
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2000 M Street, NW
Washington, D.C. 20006

RE: Applications of TelQuest Ventures, L.L.C. for authority to establish earth stations for
operation with Canadian DBS satellites, File Nos. 758-DSE-F/L-96 and 759-DSE-L-96

Dear Mr. Canton:

| am writing in support of an application by TelQuest Ventures, L.L.C. to provide satellite video
programming services to small business competitors in the cable marketplace.  Allowing a
company like TelQuest to enter the market benefits a small business owner like myself and
follows the competitive mandate set out by the Telecommunications Act of 1996.

~ Last summer, nearly 2,000 small business owners including myself met at the White House to

highlight the key Issues for small businesses. One of our top priorities was communications
reforms that increased competition. Now that reform legisiation has passed, | am encouraged
to see companies like TelQuest entering markets and providing additional competition.

TelQuest's entrance into the market is a double win for small businesses. First, | aiways cheer
when an entrepreneurial venture challenges the dominance of larger companies. TelQuest's
attempt to enter the market is a strong indication that the satellite TV market isn't for established
names only.

Second, and equally important, TelQuest's business model allows smaller, independent service
providers to thrive in @ competitive environment without becoming an affiliate of a larger cable
company. Independent providers need access to digital, national programming in order to match
larger companies in channel capacity and price, without giving up their unique local programming.

Satellite television programming is a market with tremendous potential for small business.

Approving TelQuest's application means more opportunities for small and growing businesses in
this critical field.

Sincerely, : :
Vivian L. Shimoyama
President

1219 MORNINGSIDE DRIVE, MANHATTAN BEACH. CAUFORNIA 90256
TEL ;310) 545-5375 4 FAX [310) 545-0574
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Real Property Consultants, Inc.
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Re: Applications of TelQuest Ventures, L.L.C. for authority to eg"tgblish earth stations for
operation with Canadian DBS satellites, File Nos. 758-DSE-P/L-96 and 759-DSE-L-96

Dear Mr. Caton:

I am writing in support of an application by TelQuest Ventures, L.L.C. to provide satellite video
programming services to small business competitors in the cable marketplace. Allowing a
company like TelQuest to enter the market benefits small business owner like myself and follows
the competitive mandate set out by the Telecommunications Act of 1996.

Last summer, nearly 2,000 small business owners including myself met at the White House to
highlight the key issues for small businesses. One of our top priorities was communications

- reforms that increased competition. Now that reform legislation has passed, I am encouraged to
see companies like TelQuest entering markets and providing additional competition.

TelQuest's entrance into the market is a double win for small businesses. First, I always cheer
when an entrepreneurial venture challenges the dominance of larger companies. TelQuest's
attempt to enter the market is a strong indication that the satellite TV market isn't for established
named only.

Second, and equally important, TelQuest's business model allows smaller, independent service
providers to thrive in a competitive environment without becoming an affiliate of a large cable
company. Independent providers need access to digital, national programming in order to match
larger companies in channel capacity and price, without giving up their unique local programming.

Satellite television programming is a market with tremendous potential for small business.
Approving TelQuest's application means more opportunities for small and growing businesses in
this critical field.

Sincerely,

i gl

Stella Black
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Mr. William F. Caton

Acting Secretary 'APR 2 6 1996
Federal Communications Commission e SO
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Washington, DC 20006 o

Re: Applications of TelQuest Ventures, L.L.D. for authority to establish earth .
stations for operation with Candaian DBS satellites, File Nos. 758-DSE-P/L-96 and
759-DSE-L-96.

Dear Mr. Caton:

This letter is in support of an application by TelQuest Ventures, L.L.D. to provide
satellite video programming services to small business competitors in the cable
marketplace. Allowing TelQuest to enter the market benefits small business owners
like myself and follows the competitive mandate set out by the Telecommunications
Act of 1996.

Last summer, nearly 2,000 small business owners including myself met at the White
House to highlight the key issues for small business. One of our top priorities was

-communications reforms that increased competition. Now that reform legislation has
passed, it is encouraging to see companies such as TelQuest entering markets and
providing additional competition.

Their attempt to enter the market is a strong indication that the satellite TV market
isn't for established names only and their business mode! allows smaller, independent .
service providers to thrive in a competitive environment without becoming an affiliate
of a larger cable company.

There is a tremendous potential for small business in satellite television
programming. Approving their applicaiton means more opportunities for small and
growing businesses in this critical field.

Sincerely,

t Harris-Lange,
President

Meeting, Event & Association Management Specialists ' Boardroom to Ballroom

1001 W. Jasmine Drive, Suite G » Lake Park, Florida 33403 USA * Phone 407/848-5066 + Fax 407/381-7364
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0% April 26, 1996
Dear Mr. Caton:

Re: Applications of TelQuest Ventures, L.L.C. for authority to establish earth
stations for operation with Canadian DBS satellites, File Nos. 758-DSE-P/L-96 and

759-DSE-L-96

I am writing today on behalf of TelQuest, a energetic, start-up telecommunications
firm that typifies the American entrepreneurial spirit. Unfortunately, this
remarkable young company has run up against a typical obstacle -- opposition from
a monolithic, long established cable corporation and future competitor.

TelQuest has applied to the FCC for a uplink license for its earth stations. That
license will enable TelQuest to provide competitive Direct Broadcast Satellite
service and programming, lowering the threshold for market entry by smaller,

- independent companies. The start-up costs to these firms would be modest and in
return they’d receive a broad array of high quality programming. In other words,
TelQuest would be the little guys compete.

Which is why the big guys are opposing the TelQuest license so aggressively.

As a small business owner myself, I sympathize with the expensive David and
Goliath battle TelQuest is being forced for fight. And I recognize how unnecessary
that fight is. TelQuest is a good company with a worthy product, a product that

would benefit both consumers and the U.S. economy. Depriving the firm of a
license benefits no one but the cable giants.

Most of the great communications inventions of our time were created in the

garages and workshops of bright, young entrepreneurs. I urge you to give TelQuest
a fighting chance to join ranks by approving their application for a license.

Sincerely,

M///M

Carol H. Johnson, Pres.

3380 Monroe Avenue, Suite 106/Rochester, N.Y. 14618 (716) 381-8750



NOTHER

"R ESOURTCES

aApril 25, 1996 F",.."\l"‘rt i

e (‘. .4...1,,)

pelivered by hand 'APR 2 6 199
Mr. William F. Caton FEDERAL COt2!* ~vinavions ¢, s
Acting Secretary &HEOSLQ,m»

Federal Communications Commission
2000 M Street, NW ~
Washington, DC 20006

Dear Mr. Caton:

Re: Applications of TelQuest Ventures, L.L.C. for authority to
establish earth stations for operation with Canadian DBS
satellites, File Nos. 758-DSE-P/L-96 and 759-DSE-L-96

As a member of the White House Conference on Small Business, I
helped define the goals and priorities of America’s small
businesses at 1last summer’s conference. One of the highest
priorities we set was increased competition in the communications
industry.

The first major step toward meeting that priority was the passage
of the Telecommunications Act of 1995, a piece of legislation the
Conference strongly supported. The next step is seeing the intent

- of the legislation through and giving more companies a chance to
compete in the communications industry.

I believe that TelQuest, as an entrepreneurial venture, will help
level the playing field for smaller service providers. This kind
of competition is exactly what the Act was intended to promote and
precisely the sort of initiative the Conference hoped for when it
endorsed passage of the legislation.

With TelQuest in the market, smaller companies will be able to
offer the same services as the large cable companies-- and at
competitive prices. Independent cable companies will have access
to affordable national programming without folding into one of the
large cable conglomerates.

I support TelQuest’s application with the FCC and hope that more
companies will follow TelQuest’s lead in developing business models
that allow for more participation by small businesses.

Sincerely,

g Ronsg b

Kathy Donoghue
General Partner

707 Cayuga Creek Road A Buffalo, New York 14227 A (716) 893-9905 A Fax (716) 893-0844
EMPLOYEE TRAINING PACKAGES A BUSINESS & SELF-DEVELOPMENT MATERIALS
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Federal Communications Commission
2000 M Strect, NW

Washington, D.C. 20006
Dear Mr. Caton:

Re: Applications of TelQuest Ventures, L.L.C. for authority to establish earth stations Jor operation
with Canadian DBS satelites, File Nos. 758-DSE-P/L-96 and 759-DSE-L-96

As a member of the White House Conference on Small Business, I helped define the goals and priorities
of America’s small businesses at last summer’s conference. One of the highest priorities we set was
increased competition in the communications industry.

The first major step toward meeting that priority was the passage of the Telecommunications Act of
1995, a piece of legislation the Conference strongly supported. The next step is seeing the intent of the
_ legislation through and giving more companies a chance to compete in the communications industry.

I believe that TelQuest, as an entrepreneurial venture, will help level the playing field for smaller service
providers. This kind of competition is exactly what the Act was intended to promote and precisely the
sort of initiative the Conference hoped for when it endorsed passage of the legislation.

The entrance of companies like Tel Quest into the video programming market will help ensure that small
businesses are able to compete effectively. With TelQuest in the market, smaller companies will be able
to offer the same services as the large cable companies ~ and at competitive prices. Independent cable
companies will have access to affordable national programming without folding into one of the large
cable conglomerates.

Keeping small businesses competitive in the market has benefits for the consumer as well. More
competition means consumers have more choices, forcing prices down.

I support TelQuest’s application with the FCC and hope that more companies will follow TelQuest’s
lead in developing business models that allow for more participation by small businesses.

iy

Whitney Johns

NationsBank Plaza, Suite 2025

414 Union Street

Nashville, Tennessee 37219

Fax 615-254-1856 Phone 615-254-1414
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Re: Applications of TelQuest Ventures, L.L.C. for authority to establish earth stations for
operation with Canadian DBS satellites, File Nos. 758-DSE-P/L-96 and 759-DSE-L-96

Dear Mr. Caton:

As a member of the White House Conference on Small Business, I helped define the goals and
priorities of America’s small businesses at last summer’s conference. One of the highest
priorities we set was increased competition in the communications industry.

The first major step toward meeting that priority was the passage of the Telecommunications Act
of 1995, a piece of legislation the Conference strongly supported. The next step is seeing the
intent of the legislation through and giving more companies a chance to compete in the
communications industry.

1 believe that TelQuest, as an entrepreneurial venture, will help level the playing field for smaller
service providers. This kind of competition is exactly what the Act was intended to promote and
precisely the sort of initiative the Conference hoped for when it endorsed passage of the
legislation.

The entrance of companies like TelQuest into the video programming market will help ensure
small businesses are able to compete effectively. With TelQuest in the market, smaller
companies will be able to offer the same services as the large cable companies--and at
competitive prices. Independent cable companies will have access to affordable national
programing without folding into one of the large cable conglomerates.

Keeping small businesses competitive in the market has benefits for consumers as well. More
competition means consumers have more choices, forcing prices down.

1 support TelQuest’s application with the FCC and hope that more companies will follow Tel-
Quest’s lead in developing business models that allow for more participation by small business.

Since;ely, {QJA% Z

Barbara Davis Solomon
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Wireless Cable Association International, Inc.
1140 Connecticut Avenue, NW, Suite 810 Washington, DC 20038
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web site:// www.wirelesscabl.com

YN

INTEHNATIONAL : Rlenard Alston, Presid
ant
email: www president@wirelesscabl.com

Tuly 29, 1996 _ : RECEIVEb

Mr. William F. Caton ' - - .
Acting Secretary D e JUL 30 196
ll'-';d;ral gomm\glwi;gaﬁons Commission

19 M Street, FEOERAL COMMUN)
Suite 200 OFICE OF stams CoMMIBEIOH

Washington, D.C., 20554

Re: Response to Notice of Inquiry "FCC Seeks Small Business Input”
GN Docket No. 95-113

Dear Mr. Caton:

On behalf of the Wireless Cable Association International ("WCA"), I'd like to have the opportunity to
provide comments in response to the Commission notice soliciting small business input on obstacles
faced by small businesses in the telecommunications industry.

In fact, I'd also like to express my strong disappointment about a fanicular decision made last week

" by the Federal Communications Commission to deny TelQuest a license to offer consumers another
choijce of direct broadcast satellite (DBS) service. From the perspective of the wireless cable industry,
it appears that TelQuest's application became entangled with trade issues between the Canadian and
U.S. governments, which are largely irrelevant to TelQuest. We have been following this issue closely
and in fact submitted a previous letter to the Commission, which was dated April 23, 1996, in support
of TelQuest's application. _

As you know, the WCA is the trade organization of the wireless cable industry. We represent small
wireless cable providers who do not have the resources or deep pockets that the large incumbent cable
operators have. TelQuest would provide digitized national programming to wireless cable operators
and other small, competitive multichannel video programming distributors (MVPDs), This digital
satellite feed would allow our members to remain competitive while avoiding the enormous capital
investment that would otherwise be necessary for digital compression equipment at each system
headend.

Wireless cable operators have invested millions of dollars in spectrum auctions. Given the FCC's
recent ruling allowing wireless cable operators to convert to digital technology, the wireless cable
industry is eager to move forward. TelQuest's promise to provide digital programming to wireless
ceble headends will facilitate the conversions of wireless systems to digital and help promote growth
in our industry. -
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Further, granting TelQuest's application would advance the Commission’s statutory mandate in
section 309(j) of the Telecommunications Act of 1996 to foster small business participation in the
communications industry. The vast majority of wireless cable companies are just that — small,
entreprenenrial organizations -- and exactly the kind of businesses Congress intended to foster,

Finally, wireless cable is the best positioned of any medium to serve as viable competition to

franchised cable s@tems in the MVPD marketplace, as well as an important option for consumers not
assed by cable. Wireless cable also has the potential to become a serious competitor to Direct To

Elome (DTH) DBS service because of its ability to provide local programming as part of its service.

Granting TelQuest's application would benefit the wireless cable industry and increase competition in
the multichanne! video marketplace. The WCA encourages the Commission to act expeditiously to
ensure that small business has a place on the communications industry playing field and to

separate the merits of TelQuest's application from internatiofal trade issues.

Sincerely,

K‘duucp Nrfwv

Richard Alston
President

cc:  Donald Gips
Jared Abbruzzese
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Mr. William F. Caton B ', T R e
Acting Secretary ‘ V’U[ o f-"“‘:O .
Federal Communicatjons Com:msszon ol al 4 19 -
1919 M Street, NW. Ciline 95
Washington, D.C. 20006 ‘ “:.’}% »

' T : T (&g ety

GN Docket No. 96-1i3

Dear Mr. Caton:

As wireless cable operators, Wg wqy‘ld like w take th;s opportunity {p comment on
some of the obstacles'small buginesses face'in the’telecommumcatmns industry."
Wirelees cable operators have spent $316 million gn auctions for spectrym. [aving
made that investment, we are facing hurdles common to many small businesses:
insufficient capital reserves and little grace period before we must recoup our
investments.

Because of these constraints, time can be our biggest enemy. In order to effectively
compete, we must offer at least as many channels as wireline cable and DBS
services. The current channel capacity available to wireless cable, however, is
insufficient. To level the playing field, wireless cable needs to digitize and compress
the eignal, thereby increasing our channel capacity by a factor of seven.

But the hardware to digitize and compress is costly -- $85,000 per channel, per
headend. That's a $2 to $10 million expense for small business that has already
made a substantial investment in spectrum.

One small business, TelQuest Ventures, has found a solution. They have filed with
the FCC to provide a DBS service that would allow wireless cable operators to
receive digitized, compressed signals from one source, greatly reducing their costs.

Not surprisingly, the large incumbent providers are trying to snuff out TelQuest's
proposal in order to preserve their profits. They have successfully stalled
TelQuest’s application and raised trade issues that are u-relevant to the service the
company wants to provide.

"Rereived Time Jul'24 &5:45PM  °  Print Time Jul, 24 5:48PM
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We simply cannot afford to wait £9r this new service any longe;, W;reless cable
represents an mnqvatxve ‘technology that will increase competition and offer more
choices to'consumers! It is disappointing that the FGC would hold up ‘a service that
has the potential to reinvigorate the wireless cable industry, esPeaa.lly over issues
that are notrelatedtathe company’s busmess plan.* - St T e

Approving TelQuest's application is one concrete way the FCC can lower the
barriers confronting small businesses in telecommunications. We urge the

Commxsslon to act.’

Robert L. Schmidt : _ Rxchard J. Amos, 57
Integration Communications Golden Bear
International, Inc. Commrmunications, Inc.

William R. Jenkins
President :
Digital and Wireless Television, L.L.C.

i f : Gl [ S .
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MINZEL WIRELESS CABLE ASSOCIATION INTERNATIONAL, INC.

et Lol 1140 Connecticut Avenue, NW ° Suite 810 * Washington, DC 20036 °
(202) 4527823 * Fax (202) 452-0041 *

April 25, 1996

Hapnd Delivery

Mr. William F. Caton

Acting Secretary

Federal Communications Commission
1919 M Street, N.-W.

Washington, D.C. 20554

Re:  Applications of TelQuest Ventures, LLC, for Authority to
Establish Earth Stations for Operation with 2 Canadian

Dear Mr. Caton:

By this letter, the Wireless Cable Association International, Inc. (“WCA™) wishes to
express its strong support of the ebovereferenced applications by TelQuest Ventures, LLC
("TelQuest") to establish a digital DBS service using a Canadian satellite.

The WCA is the trade organization of the wireless cable industry. Wireless cable operators
arc multichanne! video programming distributors (“MVPDs") using 2 GHz terrestrial microwave
facilities to serve subscribers. Wireless cable holds the most promise or any other medium to
become a viable competitor to franchised cable systems in the MVPD marketplace, as well as an
important option for consumers not passed by cable. Wireless cable also has the potential to
become a serious corapetitor to DTH DBS service because of its ability to provide local
programuning as part of its service.

Favorable FCC action on TelQuest's application is important to WCA because of the
benefits that would flow to wireless cable operators. TelQuest proposes to make its digital
satellite feed avaifable to wireless cable operators and other small, competitive MVPDs. Due to
limited channel capacity (only 12 full-time and 20 past-titne channels are allocated for wireless
cable use), wireless cable operators can only compete effectively with other MVPDs through the
use of digital compression- A digital satellite feed will allow wireless cable operators to remain
competitive while avoiding the enormous capital investment that would otherwise be necessary
for digital compression equipment at cach system headend. '

Grant of TelQuest's application would further serve the public interest by advancing the
Commission's statutory mandate to foster small business participation in the communications
industry. Section 309(j) requires the FCC to "diseminat[e] licenses among a wide variety of
applicants, including small businesses.” The vast majority of wireless cable companies are small,

; cntregrcncurial organizations — exactly the kind of businesses Congress intended to encourage
with Section 309(j) of the Communications Act.

TelQuest would also provide local wireless cable operators with access to interactive
technology and other services that are otherwise out of their reach, TelQuest recently acquired



Digital Broadband Applications Corp. (“DBAC”), which developed the only switched digital video
William F. Caton :

April 25, 1996 :

Page 2 of 2

network in the US today. DBAC provides the first MPEG-2 digital integration facility and
develops subscriber management and related software. All these services will further enable

wireless cable operators to compete in an increasinglycompetitive marketplace.

. In addition, TelQuest's services would help wireless cable operators realize full value for the

substantial sums they contributed to the U.S. Treasury in the recently-concluded Multipoint
Diswuibution service (“MDS™) auction. These frequencies are only valuable as part of an
economically viable service. The digital capability and outting-edge interactivity that TelQuest
offers are crucial to ensuring the competitiveness of the wireless cable industry.

TelQuest's application would benefit the wireless cable industry and competition in the
multichannel video marketplace generally. The WCA urges the Commission to act expeditiously
and favorably on the above-referended applications.

Robert L. Schmidt
President

cc: Larry A. Blosser
Thomas Tycz
Josiyn Read
Troy Tanner
Suzanne Hutchings
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